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about the shield
The Shield is a quarterly
newsletter about United States
Cold Storage that highlights news,
improvements, and achievements
in our business.
If you would like to be added to
our mailing list please email us at:
Marketing@uscold.com

A MESSAGE FROM THE CEO

larry alderfer
It’s the holiday season and
I want to start off this last
message by thanking our
Cold Crew employees, as
well as their spouses and
families. You’ve played
such a big part in getting
us through this year
together and although it’s
not quite over yet, it is a
time to celebrate. Make
sure you do just that and
don’t forget to tell your
loved ones how much they
mean to you.
Looking over this year,
I’d say we’ve fared well,
and we even have been
able to hit some growth
goals. We were approved
for a major expansion to
more than double the
size of our McClellan, CA,
warehouse. Elsewhere,

we have purchased
land in Hesperia, CA,
and completed a
transaction for property
in Greencastle, PA, just
off US Interstate 81. This
last deal, in particular, will
help us with our continued
growth in Pennsylvania
and the larger
Northeast market.
Looking at next year, we
will be ramping up efforts
around sustainability.
We have promoted
Dan Postlewaite, Senior
Project Engineer &
Project Manager, to a
new title as Manager of
Sustainability. He’s already
busy assessing our entire
organization and will be
developing a complete
sustainable strategy for

I’ll note the we’re making significant
investments in solar energy. This
will involve doubling our solar panel
installation in Tulare, CA, this year—
and doubling it again in 2021. For
that matter, we are
putting together plans
for additional solar
installations at every
one of our major sites
in California and this
will include a new solar
microgrid system at our
McClellan, CA, facility.
We also are looking to
purchase 100% renewable power for
sites in Texas and planning for solar
when considering new land there for
future development.
Our business growth has had me
visiting our sites in California and
Pennsylvania, in particular, and I
want to say how great it is to see
our people—face to face—instead
of over a WebEx virtual meeting
platform. For those sites I’ve visited,
I’d like to thank everyone for your
warmth and hospitality. Moreover,
it’s been amazing to see how well
you’ve developed new systems
around the COVID pandemic. You’ve
implemented social distancing
practices and introduced features that
make many areas safer—everywhere
from customer service to shipping
and receiving and on the warehouse
floor. I can see that you’re taking this
pandemic seriously and it does make
a difference for us.

Lastly, I’d like to give a shout-out to
Phenix Program Manager Andrew
Pavlicin and all those members of our
Phenix team. I’m pleased to say that
our new eWM system was able to go
live in Harrisonburg, VA; Halifax, TX;
Smyrna, TN; Omaha (Oakdale), NE; and
Laredo II, TX. Likewise, this year our
Logistics Systems Group, led by Lauren
Fitzpatrick, introduced an entirely
new transportation

I want to thank all of our Cold Crew
members and I wish you the best this
holiday season.
management system (TMS) in LaVergne,
TN; Lake City and Medley, FL; and
McDonough, GA (both buildings). More
sites in Texas are scheduled to go live in
December and our efforts will only pick
up steam next year.
It’s also reassuring to see that our
customers’ volumes picked up this fall.
It’s been tremendous to see all the ways
our customers serve this country and
keep their lines running. As always,
we want to thank each one for their
business. Our customers and their
continued support during this year has
reinforced how much we value those
relationships and appreciate each and
every one of you. Lastly, I want to
thank all of our Crew members and our
customers and I wish you all the best
this holiday season.

Larry Alderfer
President & CEO
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WHAT’S NEW

Growth at the Crossroads
USCS Syracuse, UT, completes Phase 2 addition;
eyes next growth stage.

Ever since the nation’s first Transcontinental
Railroad was completed nearby in 1869, Salt
Lake City has been known for its strategic location
and role in coast-to-coast transportation. And
even after more than 150 years of technology
advancements, the city’s geographical appeal
still stands.
It was in 2014 that USCS expanded its national
warehouse network with a new 6.1 million-cubicfoot facility in Syracuse, Utah, just north of Salt
Lake City. USCS now expects this December to
complete a 7 million-cubic-foot, Phase 2 addition
at the site. The nine-month construction project
includes two new multi-temp storage rooms (+55F
to -20F), 25,000 additional racked pallet positions
(for a total of 51,000) and additional shipping/
receiving dock doors (now totaling 42).
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“The greater Salt Lake City Utah area is known
as ‘The Crossroads to the West,’” says USCS
Syracuse General Manager Ryan Heywood.
“Major interstate freight lanes come together
in this area. By having a large cold storage
and distribution center here, we’re in an ideal
position to help eastern U.S. food manufacturers
reach all major US population centers in the
West—from just one central location. By scaling
our capacities here in Utah, we can provide
more extensive logistics services including USCS
ColdShare freight consolidation (for less-thantruckload orders). We can help customers keep
product on shelf, minimize inventories and even
improve time to market.”

For the record, USCS Syracuse is just five and six
hours away from Boise, ID, and Las Vegas. It’s also
just seven to eight hours from Reno, NV, and Denver,
CO. Since its debut, USCS Syracuse has grown to
serve both manufacturers and area retailers. Today,
it stores and distributes a wide range of products
including frozen breakfast items, food ingredients
and diverse array of dairy items from ice cream
(stored at -22F) to refrigerated yogurt.
Heywood notes USCS Syracuse Phase 2 building
stands eight feet taller than the older Phase 1 site.
It provides more cubic feet and pallet spaces per
square foot of warehousing space. Interestingly, the
project also includes two new large, automated layer
pick lines.

“The more business and customers we add in
this area—means the more flow and capacity
we will have to add to these businesses,” adds
Heywood. “We are growing quickly in ice cream
distribution, which has unique temperature and
handling requirements. Increased expertise at
these temperatures—combined with warehouse
capacity and logistics capability—helps us establish
a valuable niche competency that’s needed in this
market. Now we have increased capacity that can
scale up for large customers. We also can easily
scale down to serve small businesses through
consolidated services. In fact, our USCS ColdShare
freight consolidation services can accommodate
both frozen and refrigerated shipments.”
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CUSTOMER NEWS

The “A” Team
Near-perfect performance helps USCS Hazleton
earn Gorton’s 2020 “Warehouse of the Year” award.
They say the third time’s a charm. Of course—to win something four times is
even better. USCS Hazleton Cold Crew members held a celebratory luncheon
in November in recognition of earning Gorton’s 2020 Warehouse of the
Year award.
Hazleton competed against as many as eight other public refrigerated
warehouses and racked up 1,620 of a possible 1,630 points in key
performance indicator (KPI) scoring. It was a near-perfect performance that
earned Hazleton its fourth honor as Gorton’s top warehouse partner (2015,
2016, 2019, 2020).
“Ryan, I am proud to announce that Hazleton is the winner of Gorton’s
Warehouse of the Year award for 2020. Your team was practically flawless,”
wrote Bruce Horne, Gorton’s Transportation & Warehousing Manager. “I
don’t think we’ve ever had an award winner capture almost every available
point like Hazleton did. It means your team was on its ‘A game’ for the entire
year. You should be especially proud of the fact that your team captured
100% of the customer service survey points for the year.”
For the record, customer service is one Gorton’s 11 KPI categories tracked
during the year from August 2019 through the end of June 2020. KPI
categories include shipping errors, dock cuts, lot adjustments, loading and
unloading times, invoice accuracy and pallet quality.

HR SPOTLIGHT

Supporting
People and
Planet
USCS’ Corporate
Social Responsibility
efforts grow in a
year of need.

Although it’s evident that the coronavirus pandemic has impacted
every aspect of social behavior—it cannot harm the deeper nature
of altruism. In a year of so much loss, United States Cold Storage
has grown and expanded its Corporate Social Responsibility (CSR)
program.
Entering 2020, USCS already was on a mission to make CSR
more intentional and to integrate CSR into many more layers
of its business model. Responsibility always has been a guiding
commitment we make to all our shareholders and this year we
celebrate many noteworthy accomplishments.
For starters, it’s important to note that USCS’ CSR program has
a pillared, foundational approach dedicated to topics of Family,
Community, and Food.
FAMILY: Family is part of everything we do at USCS. We believe and
invest in strengthening the total wellness of USCS families and those
families in our communities. In this regard, we partner with American
Cancer Society, Valley Children’s Hospital, Ronald McDonald House
and many other organizations nationwide.
COMMUNITY: USCS strives to positively impact the communities
in which our employees live and work. This year we provided
community outreach in the form of volunteer hours and donations
for 32 non-profit organizations. Those organizations include
beneficiaries such as UrbanPromise and Impact Charity Services,
which offer vocational training and educational opportunities to
underserved youth and other at-risk young adults. These programs
help participants to consider careers and identify paths out of
poverty to financial stability.

“We would like to thank the entire Gorton’s team for their continued support
and being such a great partner,” notes Ryan Horvath, USCS Hazleton General
Manager. “I want to recognize the efforts of our entire Hazleton Cold Crew
members for their hard work and dedication in accomplishing our goals and
winning this award. With all the great competition, this is not an easy award
to accomplish and truly is a collaborative effort of both Gorton’s and USCS.”

This year saw USCS employees roll up their sleeves to raise
awareness and money, deliver meals, provide STEM (science,
technology, engineering and mathematics) education, and build
ramps for individuals with disabilities who rely on wheelchairs,
scooters, and walkers. USCS also donated $225,000 in financial
resources to partnering organizations across the country to help
create positive change.

He adds, “Again, this truly is a complete team effort with customer service
receiving great reviews, along with our warehouse staff maintaining inventory
integrity and not incurring a single shipping error.”

FOOD: This year’s COVID-19 pandemic has presented many
challenges including a dramatic increase in food insecurity. This
has resulted in an unprecedented nationwide demand at food
banks. USCS performs an essential role in the nation’s food supply
chain. From supplier to store, we help ensure that safe refrigerated
and frozen foods reach tables across America. In response, USCS
provided more than 2,000 meals to families in need and we will
continue this pledge throughout the holiday season.

On a separate note, United States Cold Storage would like to thank and
acknowledge Bruce Horne for his friendship and partnership. Horne will retire
from Gorton’s at the end of calendar year 2020 and we wish him the very best
in retirement in the years to come!

In early 2021, we will publish a CSR annual report to further
raise awareness of USCS efforts and activities. This will cover all
initiatives involving both people (social responsibility) and our planet
(sustainable environmental efforts). Meanwhile, we will continue to
share stories on social media and our website as we work to surpass
this year’s accomplishments.
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EMPLOYEE HIGHLIGHT

Brandi
Sage

Meet Brandi
Work History
2014-Present:
Customer Accounts Manager
USCS Wilmington, IL

2013-2014: Master Data
Management Specialist
2010-2013: Administrative Services Manager
2008-2010: Area Transportation Manager
2001-2008: Customer Service Manager
1999-2001: Customer Service Supervisor
1997-1999: Customer Service Representative
USCS Minooka, IL

Education
2013: Joliet (IL) Junior College
Additional Achievements
1999-2001: World Food Logistics
Organization Training
2008: Managing the Cathay Way General Management

06

Get to know Brandi Sage, Customer Accounts
Manager at USCS Wilmington, and you’ll
soon learn that she has an amazing story of
contrasts. A USCS veteran of 23 years, she
has been involved with not one—but two—of
USCS’ busiest new facilities. And even though
the scope of her job has taken place within a
20-mile radius, she daily engages customers,
brands and consumers from coast to coast.
And what started as a local job has become a
lifelong career.
A native of Minooka, IL, Sage remembers
when USCS first started erecting walls in for
a new facility there. As soon as the operation
opened in early 1997, she applied, joined
and soon answered telephone calls as a
customer service representative. During
the next 17 years, USCS would promote
her five times in roles of customer service,
transportation, administrative services and
data management.
Then in 2014, USCS’s bustling, five-year-old
Wilmington, IL, operation had an opening and
Sage applied to join that growing business.
“I was eager to learn more about the
refrigerated side of USCS,” she recalls. “I
interviewed for the position and was hired as
Wilmington’s Customer Accounts Manager.
Coming from a site that is mostly frozen—to
a site that is mostly refrigerated cooler—
showed me an entirely different world.
During the past six years at Wilmington,
I have had the opportunity to see our
customer base grow and I’m very proud
of our Customer Accounts Team. We work
around the clock during the week—as well
as over the weekends—to provide a ‘Best in
Cold’ experience for our customers.”

I take great joy when on-boarding a new
customer and learning about their needs
even before their products start arriving.

Sage says her job fits her because she likes
juggling many roles (multi-tasking) on the
job and even during off hours. Meanwhile,
she says there are plenty of ongoing
opportunities to grow.

Asked for her own advice to other new
USCS employees, Sage responds, “I have
grown up while working at USCS. We did
not have laptops or emails—we talked
with each other.

“I’m always learning about our new and
current programs. I also am grateful
for the opportunity to help others from
multiple [USCS] sites when they reach out
for advice or help,” she says. “I take great
joy when on-boarding a new customer and
learning about their needs even before
their products start arriving. We want to
ensure the warehouse is able to handle
their order with ease. This also applies to
current customers. Whenever they change
processes, it’s important to communicate
and test with all the correct parties before
any actual roll-outs.”

“Obviously, technology has come a long
way and sometimes it hurts us and
sometimes it helps. No matter, what, I’d
say to work hard, learn as much as you
can, build connections and always stay
true to yourself.”

Among those with high regard for Sage’s
work is Greg Rohrbaugh, USCS Wilmington
General Manager.
“Brandi has grown quite a bit during her
time in Wilmington, and quite honestly,
she is by far one of the best Customer
Service Managers I have worked with in
30 years,” he says. “Her eye for detail is
amazing and she does an outstanding job
at helping us succeed. Brandi is the ‘goto’ for many people in the organization
as well as our customers. She has such
an expert knowledge of our systems that
she is well trusted for advice. As a result,
her team members and our Wilmington
leaders all look up to her.”
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LOGISTICS

Get Smart
USCS Logistics boosts involvement in
EPA SmartWay Program.

When it comes to USCS’ sustainability
initiatives, it’s most common to think of
warehouses and everything from energyefficient LED lighting and variable frequency
drives—all the way to solar panels. Yet did
you know that USCS is equally committed to
sustainable solutions over the road?
As far back as 2012, USCS Logistics has
been participating in the Environmental
Protection Agency’s SmartWay initiative,
a federal program promoting truck carrier
sustainability efforts. These include actions
to improve fuel efficiency and reduce
harmful air emissions.
In practice, this means whenever USCS
Logistics selects carriers on behalf of its
manufacturer-shipper clients, USCS gives
preference to and selects those carriers
participating in the SmartWay program.
If they are not already in the program,
USCS asks potential new partner carriers
to annually track and report their
progress against SmartWay key
performance indicators.

Layo estimates that about 50% percent of USCS
ColdShare carriers are SmartWay Program certified.

USCS Director of Logistics Operations Mike Carlisle
speaks to the additional benefits of SmartWay to USCS
and its customers.

This September, USCS
not only renewed its annual
SmartWay Program status but
also extended that certification
to include the company’s USCS
ColdShare consolidated freight
shipping business.
“Together, USCS Logistics and
the USCS ColdShare groups
annually manage just under
100,000 loads and 2 billion
pounds of refrigerated and
frozen products,” notes Derek
Layo, USCS Carrier
Management Specialist.

TRACK & TRACE

As a SmartWay approved Logistics Company
Partner, USCS officially tracks…
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“Although not all of our carriers are SmartWay
certified, increasing this percentage is a focal point of
our group,” Layo notes. “It’s also important to note
that we do track [SmartWay Program criteria] and give
credit to carriers on our monthly carrier scorecard.”

“Any time we find carrier
who participates in
SmartWay, we know we
are working with firm that
has some capacity beyond
the transactional nature
of transportation,” notes
Tom Hrivnak, Manager of
Logistics Operations.

SmartWay partners
achieve significant
reductions in air
emissions and fuel use

He concludes, “Participating in SmartWay shows
customers that we prioritize freight sustainability and
efficiency. Data points can show customers what we
have accomplished, and what we hope to accomplish
moving forward.”

Tom Hrivnak

Number of SmartWay certified carriers
in its fleet. USCS credits these carriers
in a monthly carrier scorecard

“This program helps us apply credible efficiency
tracking and sustainability accounting; measurable
results through emission metrics; comparisons
to competition; to better identify operational
inefficiencies,” he says. “It helps us measure our
impact to the environment using some key industry
metrics. Moreover, going forward, we can review
changes on a yearly basis and continue to see
improvements.”

Percent of USCS freight
that is managed by a
SmartWay certified carrier

Grams / ton-mile of
Carbon Dioxide (CO2)

Grams / ton-mile of
Nitrogen (NOx)

Grams / ton-mile of
Particulate Matter (PM)
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Information Overload? Got Questions?
USCS does its best to make internet use as safe as possible for
both employees and business partners. Employees are encouraged
to ask any question they may have about security. USCS has a
team email account, security@uscold.com, for correspondence.
Cold Crew members can use this account to ask general security
questions, forward questionable emails for the team to review, and
to get reassurance that something is as it should be.

CoDE

Cyber Security:
Everybody’s
Business
COVID is not the only threatening
virus. USCS expands cyber
security for at-home and office
employees, customers.

at home,” says Brennan. “You could have a
compromised device at your house that you are
unaware of—and that could potentially lead to
access or compromise of your work computer.

Every era presents challenges and
opportunities. This is one moment in time—
with more Cold Crew members working
from home—when cyber security needs
to be everybody’s business. Otherwise,
one errant click could hurt USCS’ overall
business.

“That said, the biggest threat probably lies in the
lack of viable remote web filters for end-users
at home,” he adds. “This leads to the ability to
access any site on the internet as opposed to
the protections we offer on our own network. We
are mitigating these risks by applying updates
like usual and using local tools on the computers
that communicate to cloud security tools any
irregularities that need to be addressed. We feel
good about our present situation but ultimately
company data is never as safe as it is on its own
network.

For perspective, 2020 has been a year (from
March through December) where some
USCS office workers have transitioned to
work from home. Understandably, USCS’
CoDE group has been busy to ensure
that the right technologies are in place so
all employees—whether at home or in a
warehouse setting—can work efficiently and
effectively.
Meanwhile CoDE team members are just
as busy on the defensive (security) side of
technology.
“The biggest threat for any company
is centered around email,” notes Matt
Brennan, USCS Senior Manager of Security
& Governance. “The current rate is 92% of
all malware is delivered via email so those
users are what we consider priority.”
“Every day without a compromise is a
good one in my book,” he says. “Every
month, we intercept more than160,000
threatening emails, 250,000 threatening
webpages and more than 800,000
threatening web destinations. The sad
reality of those statistics is that it only takes
one to do damage. We do the best we
can by layering different types of tools and
strategies to hopefully account for one
system being bypassed.”
10

Pivoting for the Pandemic
Brennan says USCS’ initial 2020 goal was
to increase security involving its customers’
accounts. During the course of this year,
CoDE has done that by implementing
multifactor authentication and mitigating
risk involved around account compromises.
Additional ongoing steps are to introduce
mobile security and privileged access
controls.
Brennan says the nation’s pandemic led to
new security challenges with the increased
number of remote workers.
“There is always an increased risk when
employees use their (internet) network
just because we cannot control what other
devices can access your work computer

Protecting the Cold Crew, Customers
USCS conducts annual cyber training and, on a
quarterly basis, the company sends out its own
fake emails to different work teams just to see
the current rate at which employees click unsafe
messages. Presently any user with an active email
account must take part in the cyber training.
To enhance the program, Brennan says USCS
is developing a more tailored version of both
training and tests. Instead of a fake email that’s
too easy to spot, USCS will tailor an email to
match a recipient’s area of job focus. For example,
accountants will see financial emails, and so on.

email exchange along with strong security
around its data platform. This is critical
because it’s where the company exchanges
business information with customers via
dashboards and monitoring.
Brennan says third-party security will be a
continued, key focus area for 2021.
“Presently we have two customers in our live
SharePoint environment where we perform file
sharing in a secure manner,” Brennan adds.
“I’m really excited about the ability to both
increase security and customer experience,
we can present them a live portal with their
branding and there is one central location
for all correspondence. I feel like it promotes
a better work experience than finding files
in your email inbox. We are also working on
similar portals to provide real live action data
dashboards for our customers.”
With that, Brennan says he’s anxious to leave
2020 behind.
“I’m a bit superstitious so I won’t make a claim
about our success to date,” he says. “Even
so, I am happy with the measures both my
team and senior management have taken to
advance security at US Cold Storage in a short
amount of time.”

“We feel this better prepares our employees
rather than send them a fake Linked-In offer or
something,” Brennan notes. “We are always
looking to promote better awareness because it
just takes one click to lead to a compromise.”
USCS has been no less vigilant when it comes
to customers and third-party partners (such as
carriers). Brennan says USCS began testing new
ways to exchange data safely through avenues
such as SharePoint. USCS also has an encrypted
UNITED STATES COLD STORAGE • THE SHIELD Q4 2020
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ENGINEERING & SAFETY

Move Toward the Light

USCS expanding commitment to solar energy.
They say you need to spend
money to make money.
Although the premise ultimately
is the same, this year finds USCS
investing to reduce its carbon
emissions and save money—in
the form of renewable energy.
Officials expect this December
to complete a Phase 2 solar
array expansion in Tulare, CA.
After an initial installation dating
all the way back in 2008, the
new project will effectively
double the number of groundbased solar panels and inverters
in Tulare.
“Solar energy has been popular
within our industry during the
past 10 years,” notes Michael
Lynch, USCS Vice President of
Engineering. “This is just one of
many ways we are supporting
our sustainability strategy. I’d
note that solar panel efficiency
has increased during the past
decade. Likewise, the cost of
solar panel manufacturing now
makes these systems more
financially feasible.”

12

Looking around the nation,
USCS also installed solar
panels at its Lumberton, NC,
operation back in 2015. Next
year, USCS intends to install
additional solar panels at other
sites. Moreover, Lynch says
plans call for the company’s
first microgrid system, which
will be located in California.
The microgrid system
incorporates solar, battery
storage and hydrogen fuel cell
technologies and will generate
clean and reliable energy
on site.
“The amount of energy we
need and use remains the
same,” Lynch notes. “But
these technologies are
important to reduce our
carbon footprint through
renewable energy sources.”

Area Manager Brian
Ford inspects the
Tulare solar array

USCS has been working with
EnterSolar, New York, N.Y., a
developer of commercial solar
photovoltaic systems.
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4th QUARTER 2020
USCS BIDS FOND FAREWELL TO SAM SPICHER
United States Cold Storage extends its best wishes to Sam Spicher, who retired in December as USCS Vice
President-Business Development West.
A 42-year industry veteran, Spicher joined USCS in 2008. He previously served at Kool Pak LLC, a refrigerated
transportation provider (2003-2007); and with Americold, in sales and warehouse operations (1978-2003).
Rod Noll, USCS Senior Vice President-Western Region, credits Spicher for
strengthening the company’s presence and reputation in the Northwest market.
“Sam contributed heavily to our development and success in the region. That
includes establishing the USCS Syracuse, UT, location as a major gateway into the
Pacific Northwest market,” he says. “Sam was a school teacher early in his career
and he’s used those skills to educate our general managers when on-boarding
new customers. He has been one of the most professional business development
executives I have ever known and our company will always reflect his impact.”
“Sam brought so much value to USCS and his years of industry experience
not only were invaluable to us but also to our younger business development
executives,” adds Mickey Hoffmann, Senior Vice President, Corporate
Development. “Sam did so much to maintain relationships with our key customers
in the Pacific Northwest and he has such a tremendous understanding of that
regional agriculture area. We appreciate everything he’s done for USCS and we
will dearly miss him and Ginn (his wife).”
David Carr is USCS Vice President of Business Development.
“Sam has long been known as USCS’s best golfer and for good reason. Yet since the day I arrived at USCS I have
been more impressed with his wealth of customer and supply chain knowledge,” says Carr. “With more than 20
years of industry knowledge, Sam has always been willing to provide valuable insight to help USCS secure new
business and grow existing business. He’s a true team player. Meanwhile, his game and knowledge of golf rivals
his supply chain knowledge. Beyond that I will remember Sam and his wife, Ginn, as some of the kindest, most
genuine people around.”

uscold.com

